investiscigital. 


Euromoney 
Full Year Results Briefing 


Thursday, 21*t November 2019 





Transcript produced by Global Lingo 
London - 020 7870 7100 
www.global-lingo.com 





Full Year Results Briefing Thursday, 21% November 2019 





Introduction 
Andrew Rashbass 
Chief Executive Officer 


Welcome everyone. Thank you for coming along to this presentation of our results for our 
year ending 30t September. Welcome to everyone in the room and to everyone joining by 
livestream. I’m going to start by doing a very quick introduction then hand over to Wendy for 
the results and then I'll take over again, recap on strategy as usual and then a little bit on 
outlook and then all your questions. 


Usual disclaimers. So, I hope I don’t need to tell you what we are: a global B2B information 
services company. The year we’ve just finished has been a continuation of what you know 
from us; I hope one of the things you find with us is that we are consistent in what we say 
and, I hope, what we do. Good progress in our move to being that 3.0 company that we talk 
about so much and you see there, as we had in the results release as well, a few examples of 
that move to a 3.0 company around Fastmarkets and BoardEx, both of which you saw in more 
detail, for those of you who were at the Capital Markets Day. 


We are very much - and I think most of you see this and those of you who are analysts write 
about this, the dual trends of the fast growth in Pricing, Data & Market Intelligence and the 
challenges in Asset Management - we have started a strategic review, as you all know, I 
think, of Asset Management, and of course the continual recycling of capital towards 3.0 
opportunities. Which results in this particular year in the financial highlights that you see on 
the bottom there and you have had in the release, which is strong underlying profit growth on 
flat underlying revenue. What appears to be flat is actually these two dynamics: strong PDMI, 
challenged Asset Management. 


So with that quick introduction I’m going to hand over to Wendy and then I'll be back in a few 
minutes to talk to you about strategy and outlook. 


Full Year Results 2019 
Wendy Pallot 
Chief Financial Officer 
Reporting segments 


Thank you, Andrew. Good morning. So, as usual I’m just going to start quickly by giving you 
a reminder of the shape of Euromoney and our business segments. These are the reporting 
segments we used in FY19. You can see the largest segment by far in terms of revenue is 
PDMI, Pricing Data & Market Intelligence, in the middle there, at £196 million, and roughly 
60% of those revenues are subscriptions. 


On the right-hand side you can see our Asset Management segment, which as you know is in 
a strategic review process at the moment. From an accounting perspective, we are required 
therefore to report this as discontinued operations and assets held for sale. We'll talk a bit 
more about that later on. 
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And Banking & Finance, our smallest segment by far, is in the middle there, much more 
weighted to events revenues. 


We are making some changes to our segmental structure from 1% October, which really 
reflect the different way we’re going to be running our business, and Andrew will talk later 
about that. 


The group at a glance 
Underlying revenues flat 


So, group at a glance. All these numbers here are the total group, so they include Asset 
Management. The first thing to say is that as you know from the announcement, our revenues 
actually grew year on year by 3%, but if you take out the M&A and the impact of FX, the 
underlying revenue was flat. The dynamic, as Andrew said, is made up of two things. It’s 
really the growth we're seeing in PDMI offset by what’s happening in Asset Management. 


You can see here that 73% of our revenues are in dollars, 60% are subscriptions, both of 
those are slightly higher proportions than we reported at the interim. We have really good 
underlying profit growth of 9%. In fact you can see over the last three years we've been very 
consistently delivering good underlying profit growth. And it’s not just the good growth 
coming through from PDMI, it’s also good cost management and lower interest payable in the 
year given we've made disposals. 


Excellent cash conversion and ROIC 
You'll be aware we have low capital requirements and negative working capital, given how 
much of our business is subscription, and as a result of this you can see the excellent 
underlying cash conversion there of 98%, which is pretty consistent with the last few years. 
And we have an attractive ROIC there at 11%. There’s a lot more detail in the appendix about 
how we calculate these KPIs if you need it. 


Full year results summary 
Profit margin up 

So, coming on to the results. I’ve already told you about revenues being up by 3%, there’s 
the flat underlying number. Underlying operating profit margin you can see there from a 
group perspective it was flat on a reported basis, but actually up 1 percentage point on an 
underlying basis, and that up from an underlying perspective really reflects the cost savings 
we talked to you about last year that we made in Asset Management and also some savings 
we've made in the centre, which we'll talk about as well. 


The effective tax rate was in line with guidance at 20% and we expect that rate to continue 
into FY20. The dividend was up by 2% and we have net cash on the balance sheet at the end 
of the period of £50 million. 


Restatements to FY18 numbers 
You'll notice that the second column here says ‘Restated’ above it. We have in fact made 
three restatements to last year’s numbers. I’ll just tell you a bit about those now. 


The first one is what I’ve just talked about, so the fact that Asset Management is now 
discontinued. That qualifies as a restatement because although it’s in our adjusted numbers 
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and in our underlying numbers you see here, it’s not actually in the statutory numbers which 
are disclosed in the prelim. 


The other two restatement areas relate to the correction of prior errors, one for PAYE and one 
for VAT. The VAT one is because certain group holding companies weren’t registered for VAT 
following a reorganisation that was done in the group in 2011. The total provision for that is 
about £11 million, which we expect to pay during FY20. It relates to the four years ending 
September 2018, it’s a one-off adjustment, it doesn’t affect the group’s ongoing cost base 
and as you will see in the appendix, where there’s more detail, there’s no adjustment for 
FY19 itself. 


The second restatement is PAYE. That’s a total of about £8 million which has to be in your 
cash flows for FY20. This does impact the business on an ongoing basis. The effect in FY19 
was an extra £1.5 million but that is included in the underlying results which we're presenting 
here, so it’s not exceptional. 


Underlying revenue flat 


So let’s have a look at revenue. There’s quite a few numbers on here but basically if you take 
from the left-hand side to the right-hand side, that’s your 3% that we’ve been talking about. 
What we've tried to do in the bridge is isolate the underlying effect as well. So when we 
calculate underlying effects, we adjust for the effects of FX, which you can see here on the 
left-hand side because of the strengthening of the dollar. We adjust for timing adjustments, 
with the main one here being the removal of the SFIG event - we talked to you about that at 
the interim, so that really hasn't changed. And then M&A, again there at the interim it’s 
Mining Indaba and BoardEx and The Deal. 


So that gets us to the underlying FY18 number in the middle. The underlying revenue growth 
was £0.5 million and you can see on the right-hand side in the box, that’s that dynamic that 
Andrew was talking about. You can see how much growth we got from the PDMI segment, 
£7.4 million, offset by the reduction in Asset Management. 


And then lastly you move on to a small addition which relates to the CIE revenues in FY19 - 
that was closed during the year- which gets us to the number we disclosed as adjusted total 
revenues. 


Underlying profit growth 9% 
Three main drivers 


So this page is the same again but for profit, and you can see the three big drivers there for 
underlying profit growth on the right-hand side. So, £2.6 million first of all, the underlying 
business profit. Again, significant profits being driven by our PDMI segment, up £3.4 million, 
and that reflects a good performance generally in that business although, as we'll come on to 
talk about, it’s really the subscription income which is driving that, which was up by 8%. 


Secondly, you can see central costs were lower year on year by £2.8 million. So part of that 
relates to what we talked to you about at the interim about - we closed the central marketing 
function, that was a real underlying saving. And part of it reflects the fact that the long-term 
incentive scheme didn’t pay out this year, so we got a £1.2 million credit coming through 
which won't be repeated in future years. 
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And lastly you can see the £3.3 million less interest being paid year on year, of course 
following a couple of disposals - last year and this year - we have net cash now rather than a 
debt position. 


So that’s how we've driven the 9% profit growth. 


Revenue and profit by segment 
Three key revenue figures 


So this slide I hope will be familiar to you all by now. I’m not going to go through all the 
numbers, you'll be glad to hear, but you can see we've highlighted there the three big 
numbers which really tell the story here at Euromoney. So at the top left there the Asset 
Management subscriptions declined by 6%. When I was here talking to you at the interim that 
number was 5%, so it’s a slight deterioration on that 5%. 


Below that you can see the PDMI subscriptions. Pretty much the same level now as what 
you're seeing in Asset Management and they're up by 8%, which is unchanged from when I 
talked to you back at the interim. 


And then thirdly the events number, where it’s growing by 2%. I’d like to pick out particularly 
the PDMI events here. I’m sure you all remember from the interim we talked about PDMI 
events because they were down by 4%, we said we’d had some delegate marketing 
challenges in the first half. Well, you'll see we did recover from those and the recovery 
brought us back up to 1% growth, so that’s now all sorted. 


On the advertising - I said I wasn’t going to talk about it but I’ll just say it’s down by 4%, and 
is a very small part of our revenues now. About 70% of that column is real advertising. 


PDMI now most profitable division 


And then on the right-hand side there’s the profit numbers. And I suppose the key point there 
to make is you can see that PDMI is making more profit for us now than the Asset 
Management division. 


Pricing, Data & Market Intelligence figures in detail 
Revenue and profits both up 


So let’s have a more in-depth look at PDMI. The underlying revenues grew by 4%, underlying 
profits by 5%. Both higher than the numbers we presented at the interim. Revenue growth is, 
as you can see, slightly less than last year but again at the interim we talked about the fact 
that last year had benefitted from some one-off licensing upgrades in Insurance Insider. 


Subscription growth driven by Fastmarkets 


Subscription growth was good at 8%. Significantly driven by Fastmarkets, our PRA - price 
reporting agency - which grew by 10% in subscription terms. Our PRA had a number of 
successes which we've talked to you about during the year, including being selected by the 
London Metal Exchange to develop the lithium benchmark and just last week in fact 
Fastmarkets was also selected by the LME as its partner to develop a Japanese ports 
aluminium derivative contract. 


Margin affected by BoardEx acquisition 


So on an adjusted basis the margin decreased slightly, you can see at the bottom of the page 
there. That was bringing BoardEx in - the margin at BoardEx was less than 36% - but on an 
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underlying basis the margin grew slightly. BoardEx was the business we bought with The Deal 
in February, a people intelligence business - that’s now fully integrated and the underlying 
revenues there are up 11% on a pro forma year on year basis. 


Random Lengths was also fully integrated during this year. That was acquired at the very tail 
end of last year. And the Fastmarkets team, as well as doing all that and integrating Random 
Lengths, launched their new platform this year. I’m sure many of you saw it demonstrated in 
this very room in fact earlier in the year. That platform is now live and it actually will replace 
12 different customer-facing websites, so that is a real win for us. 


Asset Management figures in detail 
Structural and cyclical challenges 


Turning now to Asset Management. Underlying revenues, as you can see here, declined by 
4%, the same rate as last year but as I said a slight deterioration on the first-half rate, which 
was -3%, as it continues to be affected by the structural and cyclical challenges that we have 
talked to you about previously. 


Within that, underlying revenues at Institutional Investor were flat. In the investment 
research business, we’ve talked to you about our sales and marketing plans there. Those 
investments are made and those resources are now in place. Obviously, they'll take time to 
embed but they are there now and Andrew’s going to talk a bit more later on about the 
outlook for this division. 


Profit resilient 


So, it delivered a very resilient profit performance as you can see here, the operating profit 
margin increase by 2 percentage points and that was thanks to those restructuring savings 
we made at the end of last year, obviously net of the new investment in sales and marketing. 


Banking & Finance figures 
Mixed performance 


Banking and Finance, our smallest segment, represents about 15% of group revenues. 
Underlying revenues declined by 1%. Quite a mixed performance here. So, you'll remember 
at the half year it was up, we had a really good H1 performance in IMN in particular. That was 
driven by some key repeat events but also a number of brand new events. However, in H2 
Euromoney and Global Capital events were affected by global trade and broader financial 
market uncertainty, so they’ve done less well in H2. If you look at the detail on the Neapolitan 
I showed you earlier, you'll see that the advertising result was actually better in H2 though. 
That was driven by the Euromoney @50 and the Asiamoney @30 campaigns - we had a 
couple of anniversaries this year. 


Underlying profits hit by operational investment 


Underlying profits down 8%. Apart from the flow-through from revenue, we talked at the 
interim about the fact that we were creating a more effective operational pillar underneath 
this segment, so some of that investment meant that profits were down. 


ABS East out of financial year 2020 


And the other point to note here is that, at the bottom there, ABS East, a large annual event 
in this segment, is moving from September to October in 2020, so that will just edge out of 
our financial year, unfortunately. The reason we're doing that is to reduce the risk of the 
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impact of hurricanes; the event is in Florida. You can see there its £3.3 million of revenue, so 
it will be an adjustment out of FY20 but of course back for future years. 


Cash figures 
Very strong cash generation 


Moving on to cash, the headline here is pretty much as we’ve talked to you about before; 
very good cash generation at Euromoney. We generated about £104 million during the year in 
cash as a result of our very strong 98% underlying cash conversion. 


Tax includes exceptional items 


We paid £38 million of tax. There were some exceptional items in that; only those we talked 
to you about in the first half, so they're not new to you. That’s largely, if you remember, the 
withholding tax we paid out of Canada for a dividend last year. 


Disposals and acquisitions 


The disposals, Mining Indaba. The acquisitions, BoardEx and The Deal. And we ended up at 
the year, aS you can see, with £50 million of cash, an increase compared to the half year, 
which was £29 million. There’s more detail on this and also the exceptional item cash 
numbers in the appendix. 


Capital allocation strategy 
High levels of cash to invest 


We are, as you know, a very cash-generative company with low capital requirements. As a 
result we generate high levels of cash that can be reinvested in our business both organically 
and inorganically as well as providing returns for shareholders. So let’s look in more detail at 
how we use our cash. 


Investment strategy 


In line with our strategy, we actively manage our portfolio and you can see there that last 
year we spent a net £39 million on acquisitions. We also invest in our business, that’s another 
core pillar of our strategy, and CAPEX was £10 million in the year. Particularly investment in 
the Fastmarkets platform but also in the new finance system, which we've talked to you about 
before as well. But that brings it to about 2% of revenue, which as I've said before is quite a 
low capital-intensive business. 


The dividend policy is unchanged, we paid out about 42% of EPS this year. And finally, 
leverage; as you know, we're currently in a net cash position. 


New accounting standards 
IFRS16 impacts profits before tax from financial year 2020 


So IFRS9, IFRS 15, we implemented those last year, they were there for the whole of this 
period. As you can see, IFRS15 in the middle - there was no material impact. IFRS 9 on the 
left, again de minimus for us - it had a £0.4 million opening equity impact, so very small. 
IFRS 16 is slightly different, as you'll know from other companies, I’m sure. We have been 
impacted by this but it’s only applicable to us from 15t October this year, so this is an FY20 
impact we're talking about. 


You can see our guidance here is that we will see a reduction in PBT. That is made up of an 
increase in operating profit broadly of £1 million, we’re then seeing the interest costs increase 
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by a couple of million and there’s your £1m PBT reduction. There is a lot more detail about 
this in the appendix, where we take you through each line and what impact we think it will 
have on FY20. And if you want any more detail on that, I’m very happy to talk you through 
the theory after the presentation. 


Okay, so I'm handing back to Andrew now for the strategy. 


Strategy in detail 
Andrew Rashbass 
Chief Executive Officer 
Transitioning towards a 3.0 business 
The models 
Thank you, Wendy. I hope everyone has seen these slides perhaps not quite as many times 
as I have but often. So, as you know, our strategy is built around moving us towards this 3.0 


model. A 1.0 model, print advertising. A 2.0 model, digital subscriptions. A 3.0 model, 
workflow. If you like, a magazine on the left to Fastmarkets on the right. 


Capital allocation 


And if you plot that shift on the Y axis of this chart and you put the business cycles that our 
customers operate in on the X axis, that gives you quadrants, and we think about how to 
allocate capital according to these quadrants. Effectively that’s about withdrawing capital from 
below the line and investing it above the line. 


Three pillars of investment 


As we think about how to do that investment in those quadrants, they group into these three 
pillars. It’s about investing in the right themes, it’s about having the right operating model 
and critically it’s about recycling capital towards the top of that quadrant chart. 


Four questions to recycling capital 


In that recycling of capital, we ask these four questions when we're looking at businesses, 
either at those that we own but particularly those that we buy: 


e The first is that critical question for us, is it a good business? We believe very, very 
strongly that the best way to ensure the best insurance policy for our shareholders’ 
money is acquiring good businesses; 


e The second is about its fit to that strategy. How does this help us move towards being 
a 3.0 business information services company? 


e In order to do that we need a very clear plan. That plan is obviously about how to 
integrate that from an operational point of view but also that generates synergies. 
These assets are typically expensive and a key part of that is being able to show and 
to drive through the efficiencies that come from being part of Euromoney and that’s 
why the plan is so important; 


e And then of course the numbers have to stack up. It has to deliver a financial return. 
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New segmental structure 
Shareholders and board see the same information 


Wendy mentioned the new segmental structure. What we do across all the reporting that we 
give to you is to share with you charts and information that we use ourselves. Everything you 
see here, somewhat more prettily presented, is everything that our board sees. Our board 
sees more than this, obviously, in more detail, but we don’t do some other cut for our 
shareholders. 


Feedback from shareholders and analyst community 


However, in this case we have also been influenced in thinking about our segments and 
changed the way we think about it partly based upon the feedback that we’ve had from our 
shareholders and from the analyst community. Because Banking & Finance has become very 
small for us and actually the distinction between Banking & Finance and what was in parts of 
PDMI was becoming a little blurred, so for ourselves and we hope for your benefit as well, 
we're changing the way we think about that. 


Three segments 


To explain this chart - you've seen versions of this before — in the dark blue you have what 
are going to be our new segments. So, Asset Management and then effectively splitting PDMI 
between the P and the DMI. One of the things that we have seen a lot in your analysis is the 
focus on pricing and therefore we felt that it was helpful, and certainly the way we have come 
to think about it, to split that out. So that’s Pricing and Data & Market Intelligence, and 
because of the blurring and the small size of Banking & Finance, we’ve moved that into the 
Data & Market Intelligence, the DMI segment. 


So you see we'll have three segments: 
e Asset Management, unchanged; 
e Splitting Pricing from Data & Market Intelligence; 
e Data & Market Intelligence will now include Banking & Finance; 


Change in management structure 


That also represents a change in the way we manage the business, in that we have combined 
the Banking & Finance into what was our Specialist Information division to create this 
Financial & Professional Services division, of which you see the brands on the right. We add to 
that our telecoms businesses to give what will now be Data & Market Intelligence and then 
the Pricing is the Fastmarkets business. 


And that is the new segmentation, how we are thinking about the business and how we'll be 
talking to you about the business from hereon in. I hope that because it’s, I hope, sensible, 
you'll understand it, but also I hope that it won't require huge changes to your models. We'll 
help you to make that transition. 


Full Year Results Briefing Thursday, 21% November 2019 





Outlook 
Andrew Rashbass 
Chief Executive Officer 


Let me talk about the outlook. Because this is a set of results on 2019, I’m going to talk 
about these using the old segmentation not the new segmentation. 


Book of business 
Forward-looking indicator 


So this, first of all, is just a repeat of what we’ve been talking about consistently. This is our 
subscription book of business. As Wendy showed you at the start, 60% of our business is 
subscription. This apparently-quite-flat line in the middle of our book of business - I’m sure 
many of you will remember, book of business is the annualised value of our contracts and 
that earns out into revenue and therefore we see this is as a forward-looking indicator 
whereas revenue is a backward-looking indicator. 


What you see is the two dynamics, these are growth rates, therefore flat is not absolute flat, 
it shows growth or decline. That 0.4% in the middle for the overall group is made up of these 
two dynamics, the PDMI number at the top at 10% and the 7.9% decline in Asset 
Management, netting out to the 0.4%. But you see within that, Fastmarkets continues at 
12%. So a very consistent picture, as you see from these charts as well, from what you’ve 
been conscious of and have seen many times from us. 


Asset Management 


We like to drill down into Asset Management and that’s what you see here. What you can see 
is the top line is the Institutional Investor part. The decline in Institutional Investor book of 
business over this period is primarily driven by what happened in Europe that we talked about 
at the half year. 


Sales and marketing investment beginning to take effect 


And Investment Research, that’s BCA and NDR, we talked about that at great length at the 
capital markets day and I think you're well aware of those dynamics. Wendy talked about the 
sales and marketing work that we’ve been doing and as you know, that takes a while to feed 
through into the numbers. It takes a while but those actions are taking place, we are putting 
that investment in and I’m pleased with the results that we're beginning to see from that 
investment. 


Events 
Underlying recovery in second half 


This is a sales number for our events and it’s effectively an underlying number. It’s adjusted 
for exchange, timing and various other things. You'll remember that we talked about the 
problem we had in the first half events and the recovery we saw in the second half. You can 
see that reflected in the top two lines here and the gap between those periods. You can see 
ups and downs in the first half and then clear space in the second half. 


Typically events sell a few months before they run, they turn up in revenue when they run - 
not when they're sold - and therefore again, we use this as a forward indicator. What you can 
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see is a picture of what revenue from events is likely to be year on year, underlying, over the 
next few months. 


As I say, what we try and do is show you things that we find useful and hope you find them 
useful. 


Summary 
Andrew Rashbass 
Chief Executive Officer 


So, all things you’ve heard before from us. We continue to have this very strong growth in 
PDMI and that is very strong growth in the future in the P, Pricing, and strong growth in the 
Data & Market Intelligence - but not in aggregate at the level of Pricing - offset by the 
challenges in Asset Management. We've begun that strategic review of Asset Management. 
We don’t have any particular news on that for you. Clearly, as we test markets, et cetera, 
until I know what prices people are interested in paying for those businesses externally I have 
no new news to give you on that. We expect to be coming back to you with some news 
sometime in the first period of 2020 calendar. 


We continue to recycle capital towards 3.0 opportunities and continue to look for those 
opportunities. We continue to generate cash because of the nature of our business. And the 
FY20 looks like we’ve just said the same things all over again, which is that expect those 
things to continue. We expect to continue to see good performance in Pricing, Data & Market 
Intelligence in two segments now. We expect the Asset Management position is not going to 
turn round instantly. And we will continue to do everything organically and through 
acquisition to continue the transition towards our 3.0 business ambition. 


Q&A 


We're going to take your questions. I’m just going to ask you to wait for the microphones, 
because we’re livestreaming, not because I can’t hear you. And just to say, Leslie Van De 
Walle, our Chairman, is also here today and if there are any questions that you feel are more 
appropriate for Leslie, you can either ask him here or indeed after the meeting. Annick, let’s 
begin? 


Annick Maas (Exane BNP Paribas): My first question was on Asset Management. So, can 
you potentially give us a bit clearer timeline as to when this is likely to be sold? Are you 
speaking to one company or multiple companies? Are we speaking about breaking up Asset 
Management, as in selling various parts, or sell it all together? 


And my second one is on Asset Management as well. So, how long are you willing to sit on 
the cash that you get out of Asset Management? And then maybe some thoughts around 
potential M&A afterwards. Are you keen to deploy all of that cash into one major deal, 
potentially in pricing, or are you happy to do bolt-ons? What is the timeline for you to 
redeploy the cash, basically, that you will be able to generate through Asset Management? 
Thank you. 
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Andrew Rashbass: Great. Well, let me do the first one on the process. So, there is a 
process. I think that one of the things we are thinking about in the process is we want to keep 
maximum optionality on how that process is run and goes. I wish I was sitting here with some 
great insight that I just wasn’t telling you. The reality is, it is an ongoing process. I was 
tempted to say, when you said, ‘Is it this or this or this?’ I was tempted just to say, ‘Yes!’ 
because I think all of those are possible outcomes. And the reason why we're saying we will 
get back to you in the first part of 2020 is because that’s when we genuinely believe we will 
have more information to share, and the reason why we're not sharing more is we have no - 
there are lots of possibilities, options and everything else, but that is the nature of a strategic 
review. So as I say, I’m not trying to be cagey here, I just don’t have any more information 
to share that would be helpful. 


In terms of sitting on the cash, TIl give you a very round answer then hand over to Wendy. 
We've always said that in a subscription business, there is a proportional business of cash 
that technically belongs to customers, because it’s prepayments. But we recognise that you 
can make a case for whether it belongs to shareholders or customers but what it certainly 
doesn’t do is belong to management. And we are very clear that it is shareholder money and 
that our shareholders want us to recycle that capital towards our strategy. That’s why they 
invest in Euromoney. And that our intention is to recycle that towards great 3.0 opportunities 
but at the same time, if there were no 3.0 opportunities, that money does not belong to - our 
shareholders do not invest in us as a bank and nor does it belong to us. 


Wendy, I don’t know if there’s anything that you would say more specifically than that? 


Wendy Pallot: I think you've said it all, Andrew. Absolutely, one of our core pillars, as you 
know, is recycling capital through M&A and we would love to do that to speed up our 
progression to a 3.0 company. But as Andrew says, we need to be guided by our shareholders 
as well. 


Annick Maas: So the Asset Management sale is not necessarily conditional to you having 
lined up something. It could very well that you sit on it for six months until you find 
something? 


Wendy Pallot: It’s not conditional on any particular acquisition, no. 


Andrew Rashbass: Do you want to speak to the types of acquisitions, Wendy? Annick also 
said, would we look at bolt-ons or only big deals? Is it one deal we would look at, et cetera? 


Wendy Pallot: Yes. So I think we've talked about this before. We have a pipeline, we're 
always looking at things, because it’s one of our core pillars. We look at small things, very 
small add-ons, bolt-ons. We look at adjacencies. So obviously, look at BoardEx, which has 
fitted in incredibly well in terms of the 3.0 nature of the company but not something which 
was a core part of our business before, but a business which we can manage very well 
because we understand how to manage 3.0 businesses. So we look at all those different 
things, from large to small. 


Fiona Orford-Williams (Edison): Thanks very much, it’s Fiona Orford-Williams from Edison. 
I just want to get a better feel for the dynamics of the new DMI business, because comparing 
the two Neapolitans, the Banking & Finance going down translates to DMI going up as the 
DMI comes through. So are we going to be able to see what happens within the historic 
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segments going forward or do we just get the merged picture and lose sight of the Banking & 
Finance? 


And secondly to that, the decrease in the underlying profits from Banking & Finance there to 
investment that you’ve made in the structure, is that investment in the structure of the 
ongoing business or is there further investment that you'll need to make to support the 
combined half of the business? 


Andrew Rashbass: So, Fiona was referring to page 31 as the second version of the 
segments. I’m going to hand over to Wendy. Wendy Pallot: Okay, so 31 is in the Appendix 
and that gives you this year’s results, FY19, in the new segments so you can see how things 
will look going forward in the structure we’ve got. Yes, Banking & Finance does disappear as a 
division, so you won't see those results. It disappears as a segment. We did invest during the 
year to help support that business in a more efficient way with the pillars, but that investment 
is just going to be lifted and put into what we're now calling FPS, or Financial & Professional 
Services. One of our core pillars is to invest in our business and we are investing this year to 
improve and enhance the operational pillars underneath FPS but that’s all in our underlying 
numbers. 


Andrew Rashbass: And then Fiona asked a question about would we be reporting in the old 
segments going forward? 


Wendy Pallot: No, we won't be reporting. You won't find Banking & Finance again. 


Adam Berlin (UBS): Good morning. It’s Adam Berlin from UBS. I’ve got three questions, if I 
may. The first question is, you’re sitting on £50 million of cash. You bought pricing businesses 
in 2017 and 2018, you haven’t bought one in 2019, but investors love that business and want 
you to do more in it. Is the issue that there are not enough assets left to buy or is it a 
valuation problem? 


Second question is, Asset Management had a better Q4 than it had Q3, but when you showed 
that chart on book of business, it suggests things are getting worse. So should we be thinking 
that Asset Management’s going to do worse than -4 % in 2019, in 2020? Or about the same? 


And the third question if you'll allow me is more of a technical question. If you look at the 
central costs of the £36.7 million that were in the numbers this year, Wendy, you made a few 
comments about the ups and downs for that number next year. So you mentioned for 
example the incentive pool and you mentioned the provision that was in the numbers. Can 
you just talk through, other than the underlying growth and inflation, what the ups and downs 
are in central costs for 2020 that we should be modelling? Thanks very much. 


Andrew Rashbass: Great. Wendy, you're definitely doing the third one. So, I think on the 
first one there are all sorts of inputs into what we buy. You mentioned two of them, 
effectively availability and valuation. Those are certainly two of them but there are a whole 
host of others. Unfortunately, the world’s not very interested in my spreadsheets. You know, I 
can say my spreadsheet works really well if I can find this business, but unfortunately that’s 
not the way the world works. So there’s a whole set of things about the real world. It is 
absolutely the case that we try and buy businesses which score well on our four questions. 
You're absolutely right that pricing businesses are typically very good businesses. They are 
strategic for us, that is true. We certainly have a plan and probably we can make the numbers 
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work, all of that is true. But also we’re not unique in finding those attributes of them and that 
means people hold on to them or they go to other people who would find them even more 
valuable than we would. 


So, at the same time, they do score very highly by our four questions, so we are really 
competitive, I think, in that area when it comes to acquisitions. But if you could find 
somebody who was, as I say, interested in my spreadsheets, that would be great. I remain 
optimistic that we will find good acquisitions that score well in our four questions where our 
scores, if you like, are higher than everyone else’s scores and we will win those businesses. I 
do believe that. You’ve seen those, as you say. But in terms of one area like pricing, which is 
only one of the areas, it will be a bit lumpy, there’s no question. I wish it weren’t. I wish I 
could, as I say, have my monthly spreadsheet and that was the way it worked, but it just 
isn’t. But I remain confident that we are a very good home and that we have supportive 
shareholders, a very strong board that is challenging and supportive of what we're trying to 
do and that we will continue to find opportunities and buy one. 


That wasn’t very helpful, was it, really? I do accept that. 
Asset Management, Wendy, do you want to do that one? 


Wendy Pallot: Yes, okay. So, I think you were referring to the fact that Asset Management 
was marginally down or deteriorating compared to the first half. But it was only one 
percentage point so I wouldn’t read a huge amount into that. It’s a marginal difference across 
a year. 


In terms of guidance going forward - and I haven't got a crystal ball here - we have made 
the investment we need to make in sales and marketing in Investment Research. I think one 
of the slides in the pack talks to the fact that October new sales were pretty good. But, you 
know, one month is not really a guide to the year, unfortunately. I’d like to think that that will 
work and our investment will begin to show fruit, but of course as you remember, if new sales 
come through in the first quarter, those new sales earn out over 12 months. So in order for 
me to see them in the revenue numbers, you can do the calculations if you make an 
assumption on new sales. 


But I wouldn’t read an awful lot into just one percentage point change from the interim to the 
full year. 


Then lastly you were talking about central costs. So, you referred to a provision but I think 
you were talking about the same thing. That was the long-term incentive, the £1.2 million, 
which will swing because it was a one-off release this year. In terms of central costs 
generally, we continue to invest in the business and we talked about investing to achieve 
good pillars for the segments. So there’s a little bit of that in the centre as well, in terms of 
technology spend, but generally the big things there will be that and the PSP swing and then 
some inflation on top. 


Steve Liechti (Numis): Hi, Steve Liechti from Numis. Just on the M&A, I hear what you’re 
saying on pricing and we're all thinking you're going to buy a pricing asset, but are you going 
to buy a pricing asset if something else came along? So take BoardEx for instance, which was 
probably something that we took a while to understand what it was. So should we get too 
focused on you having to buy something in pricing or could you come along and say, actually, 
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here’s another interesting 3.0 type business for you? Just theoretically. That’s the first 
question. Let’s do that one first, if we can. 


Andrew Rashbass: Yes. 
Wendy Pallot: That’s the answer. 


Andrew Rashbass: You're right. Pricing is a really good example of 3.0 but our strategy is 
3.0, not pricing. I’m not trying to be enigmatic, that is absolutely the case. And clearly for all 
the reasons that Adam was talking about and you're well aware, there is obviously wider 
availability of a broader 3.0 set of businesses than there is of pricing businesses. 


For a start, we also don’t consider it an either or. I don’t think this is about just finding one 
acquisition and that’s everything that we'll ever do, I don’t think that’s the case, because 
recycling of capital for us and constantly trying to move the business towards 3.0 is not a 
once and done activity, and therefore I don’t think we should see it as either or. I also believe 
that you’re sort of assuming in that, that the only way to grow pricing is inorganically through 
acquisition. I don’t think that’s true either. So we definitely spend our time as Euromoney - 
clearly if you're Raju Daswani, who many of you know anyway and saw at the capital markets 
day, he’s thinking about price reporting because that’s what he does and that’s what his 
responsibilities are - but at Euromoney we don’t sit here and talk about price reporting, we do 
sit and talk about 3.0. And given the availability, I think it is certainly - likely is the wrong 
word, but it is just as likely that the next acquisition we make is a 3.0 non-price reporting 
business as it is a price reporting business. 


Steve Liechti: Great, thank you. And second question for Wendy. Just on the CAPEX 
number, I know that’s jumped up to £10 million year on year, it’s now at 2% of sales. I think 
what you were saying was going forward, you think 2% of sales is about right. First of all, am 
I correct in that assumption? And then secondly, why is 2% of sales right? For your sort of 
your business that you’re trying to be a 3.0 business, I would have thought you should be 
spending more than that in terms of CAPEX. 


Wendy Pallot: Okay, so we are generally guiding around 2% of sales. But the thing to say is 
CAPEX historically has been quite an important indicator for companies, but nowadays very 
often investment is not found through the CAPEX route. So, very often it’s more revenue than 
capital. So particularly in technology areas, where in the old days you used to spend money 
and buy stuff and it used to sit on the balance sheet, nowadays very often it doesn’t, because 
it’s licensing deals and it just hits the P&L. So we guide to it so you have a feel for what will 
hit the cash flow from a CAPEX perspective, but the reality is our investment in the business 
is much bigger scale than just this CAPEX, but it’s in the underlying numbers which we 
present. 


Steve Liechti: Which brings me to the next question, which is, what is that number? If you 
took the combination of OPEX - let’s call it - and CAPEX together, can you give us any feel for 
what that number is? 


Wendy Pallot: It’s quite difficult, Steve, because it’s in the numbers. It involves new people 
coming into the business to help with product, it involves investing in marketing, it involves 
investing in sales and in sales systems. It’s a whole plethora of things which are going on in 
the business. And it’s a really exciting time, because we are investing in the business and 
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we're doing that because we really believe in the businesses we have and we can move along 
that scale to 3.0. But I can’t pull you out a number, it’s embedded in our underlying results. 
But the good thing is you can see it, because it’s in these numbers that we've presented. 


Andrew Rashbass: I may be wrong, so correct me, Wendy, but my memory from the CMD 
was that Raju quoted a number a bit like the one you were talking about, Steve, of 7%. That 
was my memory of the number that was quoted for Fastmarkets as a more impressionistic 
version of your question. Do you remember that number? That was a Fastmarkets number. 
Am I the only one who remembers that? Maybe I’ve made that up. But I think that was a 
number that we quoted at the CMD of historical levels. 


Wendy Pallot: Yes, and I think that was probably in response to the fact that CAPEX has 
been very low. In that last year it was 1%, I think. So because CAPEX has been very low, to 
make this point that actually it’s all embedded in the P&L. 


Natasha Brilliant (Citi): Hi, it’s Natasha Brilliant from Citi. Just one question. We've 
obviously talked a lot about acquisitions but aside from Asset Management, are there any 
areas where you think there could be disposals? Is it fair to assume that going forward its 
business as usual? There might still be some trimming around the edges of things and that’s 
something that you’re considering as well? 


Andrew Rashbass: One of the three pillars of our strategy is recycling of capital and we 
believe that recycling is an essential part of what we’re doing and therefore I would think that 
over the long term, you will continue to see a reshaping of this portfolio. We don’t run this 
business to say there is an absolute steady state set of businesses or a steady state, because 
one of the things people have said to me is, what’s 4.0? There is probably a place we get to 
when we say we're now basically 3.0 and then quite rightly you and our board and our 
shareholders will be saying, well, where’s 4.0? And as we begin to be clear on that, I’m sure 
M&A will have a part to play in that and part of that M&A will also be the recycling of capital 
towards those opportunities. So I think if there’s Asset Management and then there’s a focus 
on acquisitions, I think over the short to medium term I suspect the premise of your question 
is correct. Over the medium to long term, I think we will continue to recycle. 


Wendy, is there anything you would add to that? 


Wendy Pallot: No, it’s part of how we're going to get to where we want to go. So we will 
carry on. 


Andrew Rashbass: Great. Well, look, thank you very much for coming along today. We'll be 
around for a few more minutes now, so if there’s any questions you want to ask, please do. 
As I say, just a reminder that our chairman is here also if there are any questions you'd like 
to ask Leslie. Thank you very much. 


Wendy Pallot: Thank you. 
[END OF TRANSCRIPT] 
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